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 “�Small is beautiful – 
smaller supermarkets 
are the key to growth” 

small
supermarkets
tracking programme

Following the Co-operative’s purchase of Somerfield, 
rival supermarket groups have been snapping up smaller 
supermarket stores as part of the disposal process – 
creating a new and vibrant sub-sector of the grocery 
industry. 

Morrisons, Sainsbury’s and Waitrose have all been busy 
adding small outlets to their store portfolio, while new 
entrants like Haldanes have added “fresh blood” to the 
supermarket industry.

In 2009, we launched a Small Supers Tracking Programme 
in association with The Grocer. 

This full disclosure shopper tracking programme interviews 
4,000+ shoppers face-to-face at branches of Sainsbury’s, 
Morrisons, Waitrose, The Co-op, Asda and Tesco Metro.

The 2010 study will take place in October.

The 2009 focus areas included:

•	 Who’s shopping in the stores?  

•	 What mission are they on – main-shop or more top-up?

•	 �How often do they visit – frequently (little and often) or 
more infrequently?

•	 �What’s important to shoppers?  Are their needs being 
met?

•	 �How important are things like fresh meat counters and 
in-store bakeries?

•	 �What do shoppers plan to buy, and spend, when they 
arrive at the stores?

•	 �What actually happens when they in the store?  Entry 
and exit interviews are conducted to compare intended 
with actual behaviour in-store.

•	 Are shoppers looking for brands or own-label?

•	 �Are promotions driving consumers to store?  Are 
shoppers noticing, and picking up, promotions once in-
store?

•	 �Are retailers able to trigger unplanned impulse sales?  If 
so, how – and in which categories?

•	 �How loyal are shoppers to one chain?  How does this 
compare?

•	 �How can suppliers work better with retailers to grow 
sales via improved signage and merchandising?

•	 Is local sourcing still a hot topic for shoppers?

•	 Are chains losing sales, and if so, what are the causes?

•	 What is the role of services in these stores?

•	 And much more…ask for a full question list.   

All results readable by individual chain.  
Benchmark one chain’s results against all 
others for no additional charge.

To receive an overview of the 2009  results as 
reported in The Grocer please contact  
Katy.Moses@him.uk.com

CACI, October 2009
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Why join the Small Supers Tracking Programme?

•	 It’s robust

•	 It’s independent

•	 It’s cost effective

•	 It’s moment-of-truth customer insights, not consumer

•	 It provides benchmarking from one retailer to the next

•	 It comes with support and analysis from him! executives

Membership costs 

Results available from £5,000+VAT including him! analytical & consultancy support

There is an initial two year commitment to our programmes or 50% surcharge for one year commitment.

CACI, October 2009

For more examples of key findings please ask for our Small Supers fact card.

20% of customers (who 
are members of said 
store’s loyalty scheme) 
DO NOT use them. 
That’s a lot of shoppers 
who won’t be picked up 
on loyalty card data…

Shopper visit a small 
supermarket on average 
2.7 times per week and 
product availability (like in 
convenience stores) is the 
number one importance to 
shoppers in Small Supers, 
not price.

Stores with ‘self service’ 
checkouts get a higher 
‘speed of service’ 
satisfaction rating. Even 
those who didn’t use ‘self 
service’ tills rate stores 
with self service as better 
for speed of service & 
value for money.
 

Did you know?


